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* Begin Presenting to ail Direct Accounts 

* All presentations should be made In December 

* Return the attached form for each Direct Account 
showing the actual Promotion and Distribution 
Performance Criteria selected. 


Source: https://www.industrydocuments.ucsf.edu/docs/gsjyOOOO 
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Division: ^JJoj^th^JerseyChaiii 

Direct Acct. Name: Twin county i G£0£er£ 
SIS number: -654180 


PROMOTION/DISTRIBUTION PERFORMANCE CRITERIA 

• Accept all new RJR brand stylefs) during the introductory period and have warehouse 
inventory available far sale to retail stores/consumers for six months from original 
purchase date. 

AND 

• Must perform three of the following as designated by your RJR representative: 

_1. Gain retail distribution of designated RJR brand(s). (New Brands - within three 

weeks from introduction.] 

_ 2. Pick-up and return damaged and/or outofdate RJR product from retail accounts 

you service when identified by an RJR representative. 

' Y 3. Have procedures to deliver RJR requested pre-book orders. 

_ 4. Must participate in an RJR annual vending placement payment contract and must 

accept all pack promotions as requested by your RJR representative. 

5. Must report quarterly vending placements via TruCheck only. 

— . 6 . Brands in vending machine must be approved by local RJR representative, and all 

norvpaid vending pointof-saie must be RJR. 

__ 7. Accept eight'package promotions, four each six-month period, as designated by 

your RJR representative. Promotions must be placed in area where individual 
packages are available for retail consumer purchase. 

_ 8. Accept four carton promotions, two per six-month period, as designated by your 

RJR representative. 


9, Deliver premium items, with or without cigarette product, and/or deliver 
Buy Some, Get Some Free (BSGSF) to retail stores as designated by your 
RJR representative. 


Y 

10. Provide your sales figures (RJR and competitive) to your retail customers as 
designated by your RJR representative. 



11. Assist RJR to solve problems (out-of-stocks, distribution, merchandising/display, etc.) 
with retail stores you senrice as designated by your RJR representative. 


Notes: 


Return to the Region Office 


Source: https://www.industrydocuments.ucsf.edu/docs/qsjyOOOO 
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